Introduction
With more than 650,000 offices staffed with 5.5 million employees, posts are the largest retail network worldwide (see Clotteau, 2010; and UPU, 2013) . In recent years, parcel and logistic services accounted for almost 20% of their revenues, which represents a 100% increase relative to beginning of the 2000s. In particular, posts processed more than 65 million international parcels, which are mostly up to 30 kilograms each. This paper examines the role of postal services in international trade.
In particular, we answer the following question: Can postal services facilitate trade? In so doing, we use an unprecedented dataset that covers the entire universe of both regular and postal export transactions for Peru from 1999 to 2014. This sample period covers an interesting policy experiment consisting of the implementation of a dedicated postal export regime primarily targeted to small firms. In particular, in 2007 Peru adopted Exporta Fácil, a program that allows firms to export small volume and value shipments at simplified export procedures via postal offices.
The current literature on trade and intermediation shows that trade intermediaries help smaller firms participate in international markets by taking advantage of their scope to spread high fixed costs over many products (see, e.g., Akerman, 2010; Ahn et Al., 2011; Bernard et al., 2010; and Blum et al., 2009 ).
Smallest firms may not be able to use these intermediation services to sell abroad. The reason is twofold.
First, intermediation introduces a middleman who adds its own profit margin to the prices and therefore lowers exports, thus making it harder for these firms to cover fixed costs. Second, in the case of the small firms that are geographically dispersed and produce specialty goods at a small scale, adaptation and direct communication with buyers regarding product specifications are likely to be required to make sure that these specifications meet their demands (see Holmes and Stevens, 2014) . This can make standard intermediation not profitable. Fixed costs related to intermediation between sellers and customers cannot be spread over these products with degree of specialization. In addition, the logistics of exporting small scale specialty goods may not match the standard process set up by intermediaries taking advantage of scale economies. As a consequence, the smallest firms may accordingly decide to only serve the domestic market.
This is especially relevant for developing economies where there are many products that are handmade, produced at a small scale and fill a niche or depend on key local inputs such as precious metals, know-how, and even cultural heritage. For instance, in Peru these products include specialty artisan jewelry and apparel products that crucially hinge upon highly localized inputs such as silver and alpaca and allow for tailoring to consumers' tastes (e.g., design and specific patterns). Double market pricing rules derived in the literature can then have large effects on export sales of these goods due to the logistic and buyer-seller communication costs involved. If postal services intermediate relevant logistic-related export services or help firms perform these services themselves, then they could lower trade costs and make it possible for small specialized firms to cut the middleman. These firms could then have direct communication with customers and test and actually enter export markets more directly through postal shipments to realize important gains from trade.
A priori there are good reasons to believe that posts can serve as such trade facilitators. First, thanks to their physical network, they are present virtually everywhere. Being their offices entry/exit points for international shipments, they tend to be associated with lower costs to get the products to the country's border especially in remote locations. Second, posts take care of the logistics of the transactions. Third, post are linked with each other and with key actors in the trade process such as customs and airlines by an electronic network (Post*Net). Governments around the world have recognized that these conditions can make posts a critical interface for trade and have accordingly partnered with them to help firms access to international markets. Thus, in the United States, USPS is part of both the National Export
Initiative (NEI) and the "Made in Rural America" Initiative.
In Latin America several countries adopted the Exporta Fácil program pioneered by Brazil in 2001 (see Figure 1 ). This program is a streamlined export regime. Instead of having to go to the nearest customs branch, fill in a full export declaration, and hire customs brokers and freight forwarders, under the Exporta Fácil scheme firms can deliver their shipments at the local postal office accompanied by a simplified export customs declaration (and other relevant documents as established by the regulations) and use the posts as both a customs broker that handles the processing of the shipments and the respective documentation with the customs and as a logistic operator that ships the goods to the destination.
From the point of view of the firms, the Exporta Fácil program can be seen as a publicly provided intermediation instance that contributes to reduce sunk entry and per period fixed export costs and can thereby affect their export decisions. This is particularly true for small firms and specifically those producing specialty goods at small scale -whose size is not necessarily due to low productivity but to their product specialization (see Holmes and Stevens, 2014) . The reason is twofold. First, for shipments to be eligible to be processed through the Exporta Fácil channel, they have to be packed and declared to meet value and weight requirements, with the former varying across countries and the latter being generally a maximum of 30 kilograms. Second, as pointed out by Holmes and Stevens (2014) , producers of highly differentiated and specialized goods tend to be more dispersed. These firms can then benefit more from the ubiquitousness of postal offices to interact more and better with their customers, for example, by more easily shipping samples. 1 We explore whether and to what extent the Exporta Fácil program has actually made a difference along the lines discussed above, and discuss what we can learn from these arrangements on trade costs, firms' export behavior and learning, and possible strategies to promote their internationalization. Our data has two main identification advantages that help our empirical analysis. First, the time period we cover includes a well-defined policy experiment. The policy clearly defines the characteristics and limits of the export shipments that can be processed through the postal channel and the specific stages of the export process that are facilitated. From this, we are able to learn how important document management and complicated export procedures are to reduce international trade as well as show the benefits that can be obtained by simplifying these steps. Second, the high dimensionality of the data allows us to apply a rigorous set of fixed effects to account for time-varying unobserved firm-, product-, and destinationsources of heterogeneity. We therefore account for all potential confounding factors along these dimensions that can affect both the use of postal offices as export facilitators and export performance. As a result, we work with a level of flexibility and robustness that is a step above what we usually see in more aggregate datasets towards identifying the policy effects of interest and disentangling their channels and mechanisms.
We find that Exporta Fácil is associated with larger regional exports primarily along the firm extensive margin. These firms that start to export do so with lower export values when they use Exporta Fácil. This result confirms that postal exports reduce fixed cost of exporting and allows smaller firms to enter the export market. Moreover, we observe that firms are more likely to use Exporta Fácil when they introduce new products and enter new markets. This is consistent with the intuition that firms take advantage of low export costs to test new markets. In addition, our results suggest that Exporta Fácil has long term advantages. When firms finally switch from postal to regular export mechanisms, their exports tend to be higher and longer lived than for exporters that immediately start with the regular export channel. This is congruous with Exporta Fácil users learning at low costs and improving their export performance compared to firms who did not take advantage of postal exports and sell on their own or use standard intermediaries.
Our paper relates and contributes to several literatures. First, we add to a series of papers that examine how different trade costs (i.e., sunk entry costs, per-period fixed costs, variable costs, etc.) shape firms' export decisions by examining a case where these costs are exogenously modified by a clear-cut policy shock (see, e.g., Roberts and Tybout, 1997; Bernard and Jensen, 2004; Das et al., 2007; Volpe Martincus et el al., 2014; Hornok and Koren, 2015) . Instead of viewing these effects through the usual lenses of productivity differences, we also examine the role of specialty products (see Holmes and Stevens, 2014) .
Second, our paper is linked to the growing body of research on the role of intermediaries in international trade (see, e.g., Akerman, 2010; Antras and Costinot, 2010, 2011; Bernard et al., 2010; Ahn et al., 2011; Blum et al., 2010; Feenstra and Hanson, 2004; Felbermayr and Jung, 2011; Crozet et al., 2013; and Bernard et al., 2014) . Unlike these papers, we can see the firms that are actually using (the publicly provided) intermediation and compare them with similar direct exporters and particularly with regular manufacturing exporters (thus excluding intermediaries).
Third, we complement a number of recent studies on firms' export experimentation and learning by explicitly investigating how the introduction of a new simplified export mode can influence these activities (see, e.g., Albornoz et al., 2013; Eaton et al., 2014; Arkolakis et al., 2015; and Timoshenko, 2015a, 2015b; Monarch and Schmidt-Eisenlohr, 2016 ).
Fourth, we shed new light on how special trade regimes influence firms' export behavior by exploring an entirely new scheme around the posts that exploits their broad geographical coverage to make it easier for firms to get their products to the shipping points and of its position in the logistic chain to facilitate the trade administrative process these companies have to go through (see, e.g., Schminke and van Biesebroeck, 2013; Defever and Riaño, 2015; and Carballo et al., 2016) . Fifth, we provide the incipient postal economics literature that looks at posts from different angles with a trade perspective, in particular, by formally analyzing whether and how posts actually serve as trade facilitators (see, e.g., Caron and Ansón, 2008; Chong et al., 2014; and Castillo et al., 2014) .
Finally, given its intensive use of posts and couriers, our paper is also linked to those incipiently focusing on e-commerce (see, e.g., Lendle et al., 2015; Wu, 2015a, 2015b) .
The remainder of this paper is organized as follows. Section 2 describes Peru's Exporta Fácil program.
Section 3 discusses how posts can affect entry into export markets, experimentation, and learning to provide a conceptual framework to our empirical approach. Section 4 describes the dataset. Sections 5 and 6 present empirical facts and estimation results, and Section 7 concludes.
The Exporta Fácil Program
Under a regular export regime, exporters generally have to fill in several documents and a full customs export declaration in particular; take their goods to the customs facilities or hire a company to do so and incur in the respective costs; use the services of customs brokers to deal with the customs procedures also at a cost; and identify and contract with a freight company to ship these goods to their final destination abroad. Peru's tax agency SUNAT) can export under the program, it is explicitly targeted to small and medium size enterprises -SMEs-(see SUNAT, 2015) .
The scheme primarily consist of a reduction in the number of forms to be completed, a simplification of these forms, the implementation of a user-friendly online interface for firms which allows them to fill in the forms from their facilities. In addition to less paperwork and lower transport costs, firms using the scheme also benefit from assistance from SERPOST in completing the customs procedures. More precisely, SERPOST acts on behalf of the firms before the customs and as a logistic operator, thus making the arrangement for the shipments to reach their final destinations. In other words, firms do not need to hire a customs broker and the logistic solution is already built-in in the process. More generally, the export process is much simpler under Exporta Fácil and requires a substantially lower degree of involvement of the exporters. This can be seen in Figure 4 which contrasts the Exporta Fácil procedures with the regular counterparts.
As mentioned above, shipments have to meet a number of conditions to be acceptable for processing through Exporta Fácil. While there are no limits in the number of DEF that firms can submit, each DEF has to comply with the following requirements: (1) the total value cannot exceed USD 5,000; (2) it may consist of several packages, but none of them can exceed 50 kilograms as per SUNAT regulation (see SUNAT, 2009 ) with the actual limit being 30 kilograms as established by SERPOST due to technological reasons related to handling and shipping; and (3) it cannot have more than one buyer, i.e., firms must submit as many DEF as the buyers they are selling to.
Overall, from a modeling point of view, Exporta Fácil can be considered to reduce the export entry sunk cost, which here primarily correspond to those associated with the learning of the trade-related administrative regulations and procedures, as well as the per-period fixed costs, which essentially take the form of minimum freight, insurance, and customs brokerage charges and expenditures linked to paperwork and monitoring of foreign customs operations. We will discuss this in depth in the next section.
How Can Exporta Fácil Affect Firms' Exports?
In order to explain the way Exporta Fácil can affect firms' exports we can make use of existing trade models featuring productivity heterogeneity and fixed costs extended to encompass the role of intermediaries along with the idiosyncrasies of small firms producing highly differentiated goods such as
Peruvian artisan cloth and jewelry producers.
In standard trade models the least productive firms do not enter export markets because their level of productivity does not allow for the sufficient scale to overcome fixed costs of entry (see Melitz, 2003) .
Intermediaries can reduce these fixed entry costs and thereby lower the export entry threshold by taking advantage of their scope to spread them over multiple firms' shipments, possibly at the price of additional variable costs (see Akerman, 2010; Ahn et al., 2011; Bernard et al., 2014) . 3 Specifically, different from individual firms, intermediaries can spread the costs of resources and expertise required for supply chain management, in general, filling the appropriate export and customs documentation and handling the logistics of the shipments, in particular, over several firms, products, and destinations.
In this setting, depending on the fixed direct and indirect export costs, variable trade costs, and productivity levels, firms can enter foreign markets directly, can enter these markets indirectly through intermediaries, or cannot enter at all. Given that the fixed costs incurred when exporting directly ( ) are higher than the fixed costs incurred when exporting indirectly through intermediaries( ), the most productive firms choose direct exports, less productive firms enter foreign markets through intermediaries, and the least productive firms only supply the domestic markets. 4 Assume that, as in Bernard et al. (2011) , the fixed cost of direct exporting a product in sector to destination country is = + + + , where is global fixed cost that all firms incur when exporting independent of the destination and product; is a fixed export cost that all firms incur when exporting to country regardless of the product (e.g., some destinations are more difficult to enter than others due to more stringent import regulations, distribution networks, or, information frictions); is a fixed export cost that all firms incurred when export any product in sector regardless of the destinations (e.g., sectors differ in terms of how demanding are the regulations and procedures their products are subject to and the information barriers their trade is confronted with); and is a product-destinationspecific fixed export cost.
The larger is the share of the idiosyncratic fixed costs in total fixed costs , the lower are the margins to exploit economies of scope through intermediaries. This is most likely to be the case for specialty, highly differentiated products from small firms, which are particularly demanded in destinations that value their quality. As such, these products are often designed and tailored to individual customers, thus requiring direct communication between buyers and sellers and sample shipping for design and features' verification and adjustment purposes. This may be costly to facilitate for standard intermediaries.
This is precisely where a program such as Exporta Fácil can help. As referred to above, this program simplifies export documents and allows posts to take over their management as well as the shipping logistics for small shipments (including samples), especially from small firms (see Section 4), but leave the communication of product details to sellers and buyers. Exporta Fácil can therefore reduce the fixed export costs below that corresponding to indirect export through intermediaries, especially for such shipments of highly differentiated products (i.e., > > ). As a consequence, some small firms that were excluded from foreign markets due to the high fixed costs associated with direct exports or the markup charged by intermediaries over the purchase price realized by the producing firm can now enter these markets. Furthermore, some small firms may switch from exporting indirectly through intermediaries to become direct exporters. Given that the program eliminates the double markup (i.e., producer and intermediary), this can be expected to result in increased export revenues.
Why is it possible that firms will enter the export market with postal exports, but could not enter through intermediaries or direct exports? Holmes and Stevens (2014) show that the smallest firms may be small not due to low levels of productivity, but due to the fact that they produce highly specialized products. As we shall see below, in the case of Peru, this would typically be producers of artisan apparel, jewelry, and similar goods. These products are highly differentiated and therefore realize high mark-ups, but they are produced at very low scale. In this case, the low scale combined with high fixed cost eliminates the possibility to direct export. The double mark-up reduces the benefits of intermediation, because the intermediary charges a high mark-up over a product that already commands a relatively high mark-up.
By helping small specialized firms penetrate international markets, Exporta Fácil can generate significant benefits. New-to-export firms must generally acquire export-specific knowledge and particularly learn the appeal of their products in specific destination (see Johanson and Vahlne, 1997; Artopolous et al., 2013; and Timoshenko, 2015a) . By reducing the entry barriers to these markets and thereby making it easier to develop export capabilities and add and drop products, Exporta Fácil can facilitate experimentation and such export learning.
Learning of own export profitability and market-specific demand for particular products through this mode can, in turn, substantially affect firms' export outcomes. Specifically, it can translate into higher initial regular (i.e., non-Exporta Fácil) export values. In addition, experience gained through Exporta Fácil may result in higher survival rates of subsequent regular exports (see Albornoz et al., 2013) . Further, learning can lead to spillovers. Thus, information generated through these export activities can disseminate to other firms producing similar goods especially when they collocate with Exporta Fácil users and may therefore favor the internationalization of additional firms (see, e.g., Koenig, 2009; Koenig et al., 2010) . 5
Data and Descriptive Evidence
Our dataset consists of four databases kindly provided by Peru's tax agency SUNAT, Peru's national export promotion organization PROMPERU, and Peru's public postal operator SERPOST. The first database includes transaction-level export data from 1999 to 2014. This database covers all regular export (RE) transactions, i.e., all shipments not processed under simplified export regimes. Each record includes a firm's ID, the product code (6-digit HS), the customs office (port/airport/land border) through which the shipment exists Peru, the destination country, the transport mode, the export value in US dollars, and the quantity (weight) in kilograms. 6 The second database consists of all export transactions processed since the inception of the program and therefore covers the period 2007-2014. This database shares several fields with the previous one -i.e., crucially firm, product, and destination-, so that their data can be easily combined. Third, we have firm-level data on employment, location (municipality), sector of activity, and starting date. 7 Firms are also identified by the same ID in this case, so that this dataset could be easily merged with the former two. Finally, SERPOST furnished us with a list of postal offices that 5 For large firms the scheme may be interesting because it facilitates small emergency shipments in case parts are missing or demand is higher than expected (see Hummels and Schaur, 2010) . We provide evidence related to this mechanism in an appendix which is available from the authors upon request. An interpretation of these services consistent within the framework of specialized products is that they are differentiated in the ability to arrive on time exactly when needed via post-facilitated export procedures. 6 Raw data are at the 10-digit HS level. However, given the changes in product classifications over our sample period, we aggregate data at the 6-digit HS level to properly identify new products. 7 Peru is administratively organized in 25 departments. These departments are, in turn, subdivided in provinces (195 in total) comprising several municipalities (1,841 in total). Municipalities are the smallest political-administrative division and are required to have a minimum of 3,500 inhabitants.
handle Exporta Fácil shipments that inform their exact location and the precise date they began to operate with the scheme.
As discussed above, usage of Exporta Fácil is subject to factual and regulatory constraints. First, the program has been especially designed with the small firms in mind. As shown in the upper panel of We therefore restrict our sample to small firms whose shipments have a median value below USD 5,000 and are transported by plane. This helps create more comparable groups of regular and Exporta Fácil exporters as top exporters tend to be several orders of magnitude larger than the typical exporter and several leading products are heavy commodities such as minerals and metals that are typically shipped by sea. In robustness check exercises, we additionally limit the sample to firms in the primary and manufacturing sectors to avoid including intermediaries, which are present among smaller firms (see Volpe Martincus and Carballo, 2008). 8 Table 2 presents the share of air-shipped exports by small firms with less than 5,000 USD median shipments in Peru's total foreign sales and that of Exporta Fácil in the former. Admittedly and unsurprisingly given the program's target, our working sample accounts for small share of total export values but it amounts to around one third of the total number of exporters and product-destination combinations and more than 50% of the total number of exported products and export destinations (see first panel of Table 2 ). While again only a small share of the export values has been processed through Exporta Fácil, this channel is responsible for approximately one quarter of the respective exporters and products, for more than three quarters of the respective destinations, and one fifth of the respective product-destination combinations (see second panel of Table 2 ). Further, Exporta Fácil exporters make up almost 40% of the total number of new exporters in Peru every year and Exporta Fácil is involved in destination innovations for the country as whole being its share 66%.
It is worth mentioning that the relative importance of Exporta Fácil exhibits substantial variation across sectors. This can be clearly seen in Figure 5 terms of products but similarly diversified (or more based on the mean) in terms of destinations, and tend to be more located in cities other than country's capital Lima. Figure 6 shows the distribution of both Exporta Fácil and regular exporters across regions other than the capital. These distributions exhibit clear differences. There are proportionally more Exporta Fácil firms in the Sierra region (e.g., Cajamarca, Cusco, and Junin) and non-central coastal departments (e.g., Lambayeque and La Libertad). 9 Such geographical dispersion corresponds to that of firms that are highly specialized and face higher trade costs or sell niche products that depend on local specialized supplies as reported in Holmes and Stevens (2014) .
Interestingly, the aforementioned spatial pattern is also consistent with that of SERPOST offices shown in Figure 3 . Also worth noting in this regard, the number of exporting municipalities increased along that of these offices (see Figure 7 ).
In Table 4 we report the main products and destinations and their respective shares in total Exporta
Fácil exports in our sample from 2007 to 2014. The upper panel of the table highlights that exports from firms using Exporta Fácil mainly consist of highly differentiated and specialized products such as apparel and jewelry along with toys, ceramic products, and works of art. Interestingly, the first two were among the most important Chinese export products subject to intermediation in Hong Kong (see Feenstra and Hanson, 2004) and for which retailers and wholesalers play a major role in US imports (see Bernard et al., 2011) . Selected regular exports exhibit similar specialization. Their foreign sales are also essentially composed of apparel and jewelry and, to less extent, of printed books and optical instruments. This is again consistent with activity patterns across firms' groups within given sectors (i.e., larger standardized good producers vs. smaller specialty good producers) reported in Holmes and Stevens (2014) .
There is a key difference, though. Mass-produced apparel and jewelry may be exported through regular channels, whereas specialized products fall into the quantity and weight limits of the postal exports to take advantage of the associated lower trade costs. This is illustrated in the middle panel of Developed country markets, which have a relatively higher demand for differentiated goods, account for a larger share of Exporta Fácil exports than of regular exports. While on average these markets make up more than 70% of the former, they are only responsible for less than 40% in the latter (see the lower panel of Table 4 ). Hence, Exporta Fácil seems to be channel for small firms to export highly differentiated goods produced in small batches to more sophisticated and demanding destinations.
Exporta Fácil and Regional Exports
As shown in Section 4, the number of Peruvian municipalities registering exports increased with the number of postal offices authorized to receive and process shipments through Exporta Fácil. In this section, we formally assess whether Exporta Fácil contributed to the expansion and diversification of municipal exports. More specifically, we estimate the following equations:
where X denotes exports; EF is a binary indicator that takes the value of one if Exporta Fácil is used and zero otherwise; m, p, d, c, and t stand for municipality, province, department, destination country, and year, respectively; ( ) is a set of municipality(-province-department)(-destination country) fixed effects that accounts for time-invariant factors that lead to systematic differences in municipal(-destination) exports; ( ) is set of department-year (destination-year) fixed effects that controls for time-varying factors that generates different export trajectories across departments (destinations); and is the error term.
Given that the actual use of Exporta Fácil can be endogenous to exports, we instrument it with the presence of postal offices that are entry points for Exporta Fácil in the province to which the municipality in question belongs in the equation estimated on municipality-year level data and with this variable interacted with an indicator of the share of air transportation in Peru's total exports to the destination (recall that Exporta Fácil exports are air-shipped) in the equation estimated on municipality-destinationyear level data. 10 More precisely, the respective first stage equations are as follows:
where PO is a binary indicator that takes the value of one if there is a SERPOST office dealing with Exporta Fácil and zero otherwise and Air is a binary indicator that takes the value of one if the share of airshipping in Peruvian total exports to the destination in question is above the median of the respective distribution across destinations in the year before the inception of Exporta Fácil, 2006.
Columns 1-3 and 5-7 of Table 5 It should be noted that instrumental variables estimates are generally larger than their ordinary least squares counterparts. In this case, ordinary least squares estimates on export values aggregated at this level are downward bias because Exporta Fácil mainly facilitates entry of small (firm-level, destinationlevel, and product-level) exports (see also Section 6). In particular, these new export flows are smaller than the respective incumbents, thus resulting in a decrease in the average flow size. Instrumental variables correct that bias and yields higher estimated effects. Further, the size of the effects may reflect that these are heterogeneous across municipalities. In this case, these effects correspond to the Local Average Treatment Effect (LATE) and capture those on compliers, e.g., municipalities in which Exporta
Fácil was used because a postal office handling shipments under this scheme was opened but would otherwise not have seen its utilization (see Angrist and Imbens, 1994) .
In addition, Columns 4 and 8 of To examine this empirically we estimate the following equeation on new export flows, i.e., flows in their first year of appearance:
where z={firm, firm-product-destination}; X denotes exports; EF and t have been previously defined;
Both is a binary indicator that takes the value of one if both the Exporta Fácil and the regular export channels are used and zero otherwise; and {FE− ,Controls} corresponds to alternative sets of fixed effects including location (department or municipality) and (ISIC 2-digit or 4-digit) sector of activity fixed effects combined with year fixed effects or firm-level control variables, i.e., number of employees and age.
The estimation results are reported in Table 6 . These results indicate that initial pure Exporta Fácil exporters can enter smaller than their regular peers, both at the firm-level and at the firm-product- 12 Entry export values have been previously used in the literature as a proxy for sunk export costs (e.g., Freund and Pierola, 2010) . Bernard and Jensen (2007) show that, in steady state, high sunk entry costs are associated with low entry and exit rates. Consistently, Bernard et al. (2014) utilize the minimum of the entry and exit rates as a proxy for product-level sunk costs. 13 On the other hand, the literature on intermediation shows that export flows are lower for intermediates due to the double markup rule of prices. In that case, if Exporta Fácil leads firms to switch form intermediaries to postal exports, then we expect an increase in export values. Unfortunately, our data do not allow us to identify changes in intermediation status for regular exports. Hence, initial regular exports correspond to both those which are entirely new and those switching from being previously intermediated. 
where _ (| −1 = −2 = ⋯ = 1999 = 0)is a binary indicator that takes the value of one if z corresponds to new exports and zero otherwise.
14 It has been shown that differences in the precise timing within a year in which export flows start may substantially affect measurement of total exports in the first year and accordingly that of the export growth rate between the first and the second year (see Bernard et al., 2015) . In our setting, it might be the case that, due to seasonality reasons, Exporta Fácil and regular products are exported in different months, which would create a systematic bias in the measurement of the first export. Hence, in an alternative set of estimations we control for the initial month, i.e.., the month in a given year in which the first export was registered, or use the average shipment size (i.e., export value or volume divided by the number of shipments) as the dependent variable. The results of these estimations do not differ from those presented in the text. These results are available from the authors upon request. 15 These estimates are available from the authors upon request.
Estimates of these equations are shown in Table 7 . These estimates suggest that the use of the Exporta Fácil modality is systematically associated with the addition of products or destinations. This remains true even after accounting for potential confounding factors through control variables or appropriate sets of fixed effects such as municipality-year and sector-year fixed effects in the estimation at the firm-level and firm-year fixed effects and product-destination-year fixed effects in the estimation at the firmproduct-destination-level.
Further, if testing is more prominent among Exporta Fácil exporters, then their entry and exist rates should be higher in given export markets. In order to corroborate whether this is the case, we estimate the following equations:
where h denotes export mode. For welfare and policy benefits, this raises the question of whether these small firms are able to learn and grow to be stable exporters that can take advantage of international markets. We examine this below.
Hypothesis 3: Exporters learn from their Exporta Fácil experience. Those who become regular exporters start larger, survive longer, grow faster, and diversify destinations.
The previous section shows that postal exports help small firms to enter the export market. We now examine if firms that enter small through postal exports can learn to become stable exporters who grow and diversify. More specifically, we compare the initial level, the survival rate, the growth rate, and the destination extensive margin of new regular exports that were previously exported through Exporta Fácil with those of counterparts directly exported through the regular channel. In so doing, we estimate: Estimates of these equations are reported in Tables 9-12 . Regardless of the set of conditioning fixed effects used, these estimates reveal that previous export experience through Exporta Fácil tends to be associated with both larger initial regular exports and lower failure rate of these exports both at the firm and at the firm-product-destination level. Interestingly, unit values of new regular exports with Exporta Fácil antecedents are higher than those exported for the first time altogether (see Tables 9 and 10, respectively). In addition, while regular foreign sales from firms that previously used Exporta Fácil do not appear to grow faster than their counterparts that did not resort to this scheme in the past, there is some evidence indicating that firm-product-destination exports with Exporta Fácil antecedents have higher growth rates than those lacking this antecedent (see Table 11 ). Moreover, exporters who became regular after resorting to the Exporta Fácil channel seem to be better prepared to diversify their destinations (see Table 12 ).
Again, this is consistent with the intuition that especially small firms producing highly differentiated, small batched, high value-to-weight products and facing costly intermediation due to double markups take advantage of the postal export regime to strengthen their competitive position and expand in foreign markets.
Hypothesis 4: There are local spillovers from Exporta Fácil exports.
It is possible that export knowledge generated when venturing abroad through Exporta Fácil, although smaller relative to that derived from direct export activities, may disseminate to other firms, which can then in turn become regular exporters. To investigate the existence of such spillovers from the experimentation facilitated by Exporta Fácil, we regress a binary indicator of regular exports at the firmproduct-destination level in a given year on a binary indicator of other firms' use of Exporta Fácil previous year along with alternative sets of controls and fixed effects as follows:
where −1 is a binary indicator that takes the value of one if the firm used Exporta Fácil to export the same product to the same destination the previous year and zero otherwise and −1 −1 is a binary indicator that takes the value of one if there are other firms that used Exporta Fácil to export the same product to the same destination the previous year and zero otherwise and can be geo-reference, e.g., it may refer to firms located in the same municipality, firms located in other municipalities of the same province, or firms located in other departments.
Evidence based on the estimates of these equations reported in Table 13 seems to suggest that trade facilitation induced by Exporta Fácil has indeed had positive indirect effect, thus benefiting export of firms others than those of the users themselves. In particular, firms located in the same municipality that peers that exported a given product to a given destination through Exporta Fácil are more likely to start exporting this product-destination combination via the regular channel.
Concluding Remarks
Consistent with the WTO Agreement on Trade Facilitation reached in Bali, many countries around the world are putting more emphasis on removing soft trade barriers such as those associated with customs procedures and administrative processing of trade flows in general to facilitate trade in addition to operating on more traditional impediments such as lowering tariffs or quotas.
Most of the theory in international trade that highlights the exporting success of large firms is disconnected from trade facilitation policies whose design makes them particularly relevant for small firms. In this paper, we combine recent academic theoretical and empirical results related to export intermediation and new insights on the sources of firm heterogeneity with a recent policy to facilitate the export process directly aimed at small exports.
Intermediates spread high fixed costs of exporting over multiple firms and exports to realize economies of scope and allow small firms to realize benefits from international markets. Exporta Fácil allows postal offices to take over some of the intermediation services along with streamlined export procedures. This is especially relevant for small firms selling specialty products as described in Holmes and Stevens (2014) .
In this paper, we employ highly detailed transaction level data from Peru to show that this policy is effective. We find that regional exports expanded as a consequence of Exporta Fácil, primarily thanks to the entry of new firms into foreign markets. These firms start to export under Exporta Fácil with lower values and can thereby realize the benefits from international markets sooner. Our results also suggest that the scheme allows firms to test the destination demand by shipping small quantities at lows costs via posts, thus helping them introduce new products and entering new destination markets. Next, we provide evidence for dynamic effects. Firms that begin as postal exporters realize high trade value when they become regular exporters, tend to be are more stable, grow faster, and diversify their destinations.
Furthermore, there seems to be local external effects: non-Exporta Fácil user appear to benefit from the export knowledge generated by Exporta Fácil-users they are colocated with to start new regular exports.
This provides evidence on the benefits and the mechanisms of trade facilitation programs that have not been examined across the firms' distribution. Source: Authors' calculations based on data from SUNAT and PROMPERU. The upper panel of the table reports the percentage share of total export aggregates accounted for by the selected sample (i.e., airshipped exports by small firms with less than 5,000 USD median shipments). The lower panel of the table reports the percentage share of total export aggregates for the selected sample (i.e., air-shipped exports by small firms with less than 5,000 USD median shipments) accounted for by Exporta Fácil exports. 9.4 9.1 9.1 9.7 9.9 Lima EF 0.8 0.8 0.8 0.7 0.6 0.7 0.7 0.6 RE 0.9 0.9 0.9 0.9 0.9 0.9 0.9 0.9 6 0.7 0.7 0.6 RE 0.9 0.9 0.9 0.9 0.9 0.9 0.9 0.9 Source: Authors' calculations based on data from SUNAT and PROMPERU. The upper panel of the table presents the average export value, number of products, number of destinations, number of product-destination combinations, number of employees, age, and the share of Lima among possible locations in Peru for both Exporta Fácil and regular exporters. The lower panel of the table presents the median export value, number of products, number of destinations, number of product-destination combinations, number of employees, age, and the share of Lima among possible locations in Peru for both Exporta Fácil and regular exporters. Sample: Air-shipped exports by small firms with less than 5,000 USD median shipments. Source: Authors' calculations based on data from SUNAT and PROMPERU. Columns 1-3 and 5-7 of the table report OLS, reduced-form, and IV estimates of Equations (1) and (2) along with estimates of the first stage equation (Equations (3) and (4)) and the F test statistics for the latter. Columns 4 and 8 of the table present OLS estimates of placebo exercises. The sample only includes air-shipped exports by small firms with less than 5,000 USD median shipments.. In the upper panel, the dependent variables are the natural logarithm of export value, number of exporting firms, number of destinations, number of products, export value per firm, export value per destination, and export value per product (municipality-level data -left side) and the natural logarithm of export value, number of exporting firms, number of products, export value per firm, and export value per product (municipality-destination level data -right side). In the upper lower panel, the dependent variable is a binary indicator that takes the value of if the municipality exports in the year in question and zero otherwise (municipality-level data -left side) and a binary indicator that takes the value of one if the municipality exports to the destination in the year in question and zero otherwise (municipality-destination level data -right side). The explanatory variable is a binary indicator that takes the value of one if Exporta Fácil was used in the municipality (left side) or in the municipality-destination combination (right side) in the year in question and zero otherwise. In the IV estimations, this variable is instrumented with a binary indicator that takes the value of one if there is a postal office handling Exporta Fácil in the province to which the municipality belongs and zero otherwise (left side) or this variable and this variable interacted with a binary indicator that takes the value of one if the share of air transportation in Peru's total export to the destination is in question above the median of the respective distribution across destination in 2006 and zero otherwise (right side). Placebo estimates are those obtained when estimating Equations (1) and (2) Source: Authors' calculations based on data from SUNAT and PROMPERU. The first panel of the table reports estimates of alternative specifications of Equation (7) as obtained on the selected sample, i.e., air-shipped exports by small firms with less than 5,000 USD median shipments. The dependent variable is the entry rate of Exporta Fácil exporters, regular exporters, and exporters using both Exporta Fácil and the regular channels as computed at the HS 2-digit product-destination-year level. The main explanatory variables are a binary indicator that takes the value of one for pure Exporta Fácil exporters and zero otherwise and a binary indicator that takes the value of one for firms using both Exporta Fácil and the regular channels and zero otherwise. The second panel of the table reports estimates of alternative specifications of Equation (8) as obtained on the selected sample, i.e., air-shipped exports by small firms with less than 5,000 USD median shipments. The dependent variable is the exit rate of Exporta Fácil exporters, regular exporters, and exporters using both Exporta Fácil and the regular channels as computed at the HS 2-digit product-destination-year level.
Median Regular (RE) and Exporta Fácil (EF) Exporters in the Selected
The main explanatory variables are a binary indicator that takes the value of one for pure Exporta Fácil exporters and zero otherwise and a binary indicator that takes the value of one for firms using both Exporta Fácil and the regular channels and zero otherwise. Standard errors clustered by firms (first panel) and firm-product-destination (second panel) are reported in parentheses below the estimated coefficients. *** significant at the 1% level, ** significant at the 5% level, and * significant at the 10% level. Source: Authors' calculations based on data from SUNAT and PROMPERU. The table reports estimates of alternative specifications of Equation (13) as obtained from data at the firm-product-destination-year level that correspond to the selected sample, i.e., air-shipped exports by small firms with less than 5,000 USD median shipments. The dependent variable is a binary indicator that takes the value of one if the export flow is new as regular. The main explanatory variables are a binary indicator that takes the value of one if Exporta Fácil was used in the year before the flow appears as regular and zero otherwise and a binary indicator that takes the value of one if other firms (located in the same or other regions, provinces or municipalities) use Exporta Fácil to export (the same product to the same destination market) in that previous year and zero otherwise. Standard errors clustered by region are reported in parentheses below the estimated coefficients. *** significant at the 1% level, ** significant at the 5% level, and * significant at the 10% level. Products   01  02  23  27  35  36  37  45  53  66  78  79  88  93  84  40  73  38  94  03  28  56  72  76  90  52  30  87  06  07  85  29  91  08  82  48  32  10  34  59  70  11  25  58  54  74  39  60  04  05  14  31  67  86  09  33  96  62  24  41  43  69  20  12  95  63  83  55  92  44  21  22  16  17  26  68  49  61  64  57  71  18  46  97  15  13  65  51  19  42  81  98   0  20 40 60 80   100   Share   of   Destinations   01  02  23  27  35  36  37  45  53  66  78  79  88  93  40  30  03  38  84  56  72  76  94  82  73  34  07  08  60  52  10  20  26  29  86  06  48  59  24  33  46  90  04  85  58  68  70  14  57  65  74  18  28  41  63  92  22  39  17  15  96  32  13  09  62  11  19  12  69  42  64  67  83  91  95  16  31  43  44  54  61  25  97  05  49  21  71  51  87  55 
